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safety margins that far exceed baseline specifications. The
radios for the B-l and B-52 aircraft, for instance, have an
operational life nearly double what it was before introduc-
tion of the new approach. Also, the original specifications
for a miniature receiver terminal, a key element of the
Minimum Essential Emergency Communications Network,
called for a 1,000-hour mean time between critical fail-
ures. Under RISE, the contractor designed the system to
exceed that standard Fivefold.5

In addition to motivating prospective suppliers to build
in reliability levels that exceed specifications, RISE binds
contractors selected to warranties that, among other things,
provide for repair or replacement of any defective compo-
nent at no cost to the Air Force. These warranties are in-
tentionally written in unsophisticated, comprehensible lan-
guage that enables the user to enforce them quickly and
easily. Moreover, the contractor is responsible for configu-
ration control throughout the life of the warranty. Thus, if
failure and return rates are higher than expected, the con-
tractor is amply motivated to initiate and pay for product
improvements.

Fundamental to the RISE program is an instruction
booklet that the division's systems and design engineers
follow when drafting requests for proposal. In the past, en-
gineers had to consider some 45,000 complicated military
standards and specifications for possible inclusion in solic-
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itations. Now, they focus on 14 points outlined in the
simple-to-use handbook.6 According to Lee Pollock, di-
rector of the Electronic Systems Division's readiness engi-
neering office, this streamlined, back-to-the-basics ap-
proach enables engineers to prepare requests for proposal
in weeks or even days. Under previous, methods, solicita-
tion preparation often took months,

Having tested the RISE concept on four representative
development efforts nearly a year ago, the Electronic Sys-
tems Division is currently using the approach on 35 of its
largest and most strategically important programs. Air
Force officials are showing a keen interest in the new ap-
proach, and it may only be a matter of time until they im-
plement it at the service's other product divisions.

A revolution is indeed under way and the Electronic
Systems Division, with a healthy assist from domestic in-
dustry, is leading the charge on several fronts. Initiatives
to enhance producibility, strengthen the manufacturing
base, and tap the prowess of American business in order to
acquire affordable and supportable electronics systems are
shorting out incipient supply and reliability problems be-
fore they can do serious harm. These measures also call to
mind the sentiments of the former head of the Air Force
Systems Command, General Alton Slay, who observed,
"To remain a first-rate military power, we must remain a
first-rate industrial power." DJV[J
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